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Marketing: A Step-by-Step Program
By James C. Metzler, CPA, AICPA
Vice-President, Small Firm Interests
Note: This article originally appeared in the
AICPA Small Firm Corner, which can be
found at:

www.aicpa.org/PCPS
There are many marketing opportunities
available for small firms. How can CPAs take
advantage of them? Creating a good market
ing program is a matter of following a few
simple steps.
Know your firm. It’s impossible to mar
ket yourself or your practice unless you
have a good sense of your selling
points. What are your staff strengths
and special areas of expertise? Think
about service benefits as well as quan
tifiable skills. For example, do you
pride yourself on excellent service? Does
your firm typically build especially strong
bonds with clients? Do you have highly quali
fied staff members at the junior level? Do you
offer clients easy access to firm leaders? A
good way to begin making this assessment is
by asking yourself why you’re proud of your
firm. A lot of reasons will probably spring to
mind, so write them down. They will help you
build your unique value proposition, which
I’ll discuss below.
Know your market. Once you understand
your firm’s strengths and greatest selling
points, assess your local market. Four areas of
particular opportunity that I discussed in a
previous column (see The CPA Letter
Medium Firm Supplement, Oct. 05) include:
• Second CPA firm engagements related to
the requirements of the Sarbanes-Oxley
Act.
• Fraud services engagements.
• Practice development potential related to
the Institute’s 360 Degrees of Financial
Literacy program.

• The pos
sibilities
associ
ated with
CPA firm
alliances.
For ex
ample, let’s
say you have
strong con
trollership
skills in your
firm. A larger
firm in your community may no longer be
able to perform this kind of engage
ment for its audit clients, so it may
welcome your help. In the case of
alliances, perhaps some of your clients
have grown to a point where they need
services that your firm doesn’t offer.
Before they go shopping for other options,
take the initiative to find another firm with
which you can form an alliance. You might
offer your strong accounting or tax skills to
their clients, while they handle audits for the
growing businesses on your roster. When you
begin to investigate not only local prospects
but also alliance and networking options, you
might find unexpected opportunities.
Get the word out. This doesn’t have to
be an expensive effort. Take a small busi
ness owner, CFO, company board member
or larger firm partner to lunch. Explain in
detail the resources your firm can offer and
what kinds of services you are seeking to
provide. And be sure to include referral
sources in your marketing, such as other
CPAs, lawyers, bankers and former staff
members.
Close the deal. To do this, you will
need to know your firm’s unique value
proposition. This is a statement that sums up
why your practice is uniquely qualified to
continued on page B2

news update

The CPA Letter/Medium Firms • February 2006
B2

AICPA

continuedfrom page B1—Marketing

meet your prospect’s needs. Once you’ve created this proposi
tion, you can build your marketing proposal around it. Among
your general selling points, remember to note that small firms
offer highly trained staff as well as active partner or manager
involvement along with a strong background in traditional ser
vices. In addition, remind prospects that smaller firms offer
attractive billing rates.

AICPA Succeeds in
Gaining Clarification
in IRS Schedule D
Instructions
After comments from the AICPA about
the burden imposed on tax practitioners,
the IRS has released a statement clarify
ing the Form 1040, Schedule D instruc
tions involving capital gains transaction

Don't Forget the Small Firm Advantages

Small firms feature high-quality services, seasoned professionals
and excellent value. If practitioners are aware of their own firms’
strengths, research the demand in their markets and then bring their
message to the right people, they will be able to take advantage of
the opportunities awaiting them.

reporting. The instructions literally
state that tax practitioners must
enter the specifics of each capital
gain or loss transaction on a sepa
rate line of the form.
However, based on the clarification
posted to the IRS Web site, tax practition
ers should be aware that “...taxpayers
may continue to use a substitute statement
to provide all of the same information and
in a similar format to lines 1 and 8 of

Taxpayer Advocate's Report to
Congress
In her report to Congress, National Taxpayer Advocate Nina E.
Olson urged lawmakers to enact fundamental tax simplification.
“Our tax code has grown so complex that it creates opportuni
ties for taxpayers to make inadvertent mistakes as well as to game
the system,” Olson said. “As taxpayers become confused and make
mistakes, or deliberately ‘push the envelope,’ the IRS understand
ably responds with increased enforcement actions. The exploitation
of ‘loopholes’ leads to calls for new legislation to crack down on
abuses, which in turn makes the tax law more complex. Thus begins
an endless cycle: complexity drives inadvertent error and fraud,
which drive increased enforcement or new legislation, which drives
additional complexity. In short, complexity begets more complex
ity. This cycle can only be broken by true tax simplification, fol
lowed by ongoing legislative and administrative discipline to avoid
‘complexity creep.’”
Olson recommended the tax code be revised to incorporate six
core principles:
• It should not “entrap” taxpayers.
• It should be simple enough so that taxpayers can prepare their
own returns without professional help, simple enough so that
taxpayers can compute their tax liabilities on a single form and
simple enough so that IRS telephone assistors can fully and
accurately answer taxpayers’ questions.
• It should be written in a way that anticipates the largest areas of
noncompliance and minimizes the opportunities for such noncompliance.
• It should provide some choices, but not too many choices.
• It should not necessarily avoid refundable credits but, if it includes

Schedules D and D-1. They are not
required to use the official version
of Schedules D and D-1 to provide
the details on each transaction....
[T]he details of each transaction
still must be provided with the tax return
and not just upon request.”
The IRS statement can be found at:
awww.irs.gov/formspubs/article/0„id
=109875,00.html

irs

update

them, it should design them in a way that is administrable.
• It should require a periodic review of its provisions, or as Olson
put it, a sanity check.
The report also made legislative recommendations to reduce
noncompliance in the “cash economy;” to simplify the code’s fam
ily-status provisions; to revamp the rules governing joint-and-sev
eral liability on joint returns as well as community property in the
collection of tax; to require brokers to track and report cost basis for
stocks and mutual funds to both investors and the IRS; to lessen the
burdens of tracking the cost basis of stocks and mutual funds if the
current-law step-up in basis on death is eliminated as scheduled in
2010; and to restructure and reform the code’s collection due
process (CDP) provisions.
More information can be found at:
www.irs.gov

Write CPA Letter Articles, Receive CPE Credit
The CPA Letter public practice supplements encourage readers
to share information and experiences through bylined articles
on subjects of interest to your fellow CPAs in public practice.
If the topic fits our editorial calendar and your article is fea
tured, you may claim continuing professional education credits
for the time you spent preparing the article (in accordance with
the Joint AICPA/NASBA Statement on Standards for
Continuing Professional Education, revised as of Jan. 1, 2002).
The first step is to submit article topics for approval to:
adennis@aicpa.org

Published for AICPA members in medium firms. Opinions expressed in this supplement do not necessarily reflect policy of the AICPA.
Anita Dennis, supplement editor
Ellen J. Goldstein, CPA Letter editor
973/763-2608; fax 973/763-7036; e-mail: adennis@aicpa.org
212/596-6112; egoldstein@aicpa.org
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Technologies

Initial results on the AICPA’s
Top Technologies for 2006 are
in, with information security
taking the top spot for the fourth year in a
row. Four new technologies made the list
for the first time this year:
• Assurance and compliance.
• Information technology governance.
• Privacy management.
• Spyware detection and removal.
Voters were asked to rank the tech
nologies they felt would most influence the
accounting profession in the next 12
months from among 39 options. Here are
the 10 most important issues named by
respondents:
• Information security. The hardware, soft
ware, processes and procedures in place
to protect information systems from
internal and external threats. It includes
routers, perimeter firewalls, IP strategy,
intrusion detection and reporting, con
tent filtering, anti-virus, anti-spyware,
password management, vulnerability
assessment, patch management, personal
firewalls, wireless security strategies,
data encryption, locked facilities and
user education.
• Assurance and compliance applications
(for example, SOX 404, ERM). This new
entry encompasses collaboration and
compliance tools that enable various
stakeholders to monitor, document,
assess, test and report on compliance
with specified controls.
• Disaster and business continuity plan
ning. The development, monitoring and
updating of the process by which organi
zations plan for continuity of their busi

now
available

ness in the event of a loss of
business information resources
due to impairments such as
theft, virus infestation,
weather damage, accidents or
other malicious destruction.
This includes business continuation and
contingency planning.
IT governance. This new entry involves
a structure of relationships and processes
to direct and control the enterprise to
achieve its goals by adding value while
balancing risk versus return over IT and
its processes.
Privacy management. Privacy encom
passes the rights and obligations of indi
viduals and organizations with respect to
the collection, use, disclosure and reten
tion of personal information. As more
information and processes are being con
verted to a digital format, this informa
tion must be protected from unautho
rized users and from unauthorized usage
by those with access to the data. This
includes complying with local, state,
national and international laws.
Digital identity and authentication tech
nologies. These provide a way to ensure
that the user who attempts to perform
functions in a system is in fact the user
who is authorized to do so. It includes
hardware and software solutions that
enable the electronic verification of a
user’s identity or a message’s validity
(digital certificates are an example). This
technology includes the use of bar codes,
magnetic stripe, biometrics, tokens and
access control for authentication, non
repudiation, and authorization.
Wireless technologies. Connectivity and
transfer of data between devices via the
airwaves; that is, without physical con

technology

Succession Planning
Resources

Despite the fact that many CPA firm
owners are reaching retirement, 81%
of firms in a recent PCPS survey did not have a documented suc
cession plan. Yet developing a succession plan doesn’t have to be a
daunting or draining task, according to PCPS.
To help firms with “one of the most pressing concerns they
face today,” PCPS has rolled out an extensive product line to help
practitioners navigate the succession planning landscape, including
the most recent addition, a white paper entitled Preparing For
Transition: The State of Succession Planning and How to Handle
the Process in Your Firm.

nectivity. Wireless technologies include
Bluetooth (PAN), infrared, WiFi (802.11
WLAN), Wi-Max (802.16), 2.5G & 3G
(WWAN) and satellite.
Application and data integration. Using
current and emerging technologies,
including .NET, Web-services, Java,
XML & Ajax, to facilitate integration of
data between heterogeneous applica
tions. An example would be to update a
field in one application and have it auto
matically synchronize with other appli
cations. This allows organizations to
select and seamlessly integrate “best of
breed” applications.
Paperless digital technologies.
Document and content management
includes the process of capturing, index
ing, storing, retrieving, searching and
managing documents electronically,
including database management (PDF
and other formats). Knowledge manage
ment then brings structure and control to
this information, allowing organizations
to harness the intellectual capital con
tained in the underlying data.
Spyware detection and removal.
Technology that finds and gets rid of
programs attempting to covertly gather
and transmit confidential user informa
tion without the user’s knowledge or per
mission. Spyware applications are typi
cally bundled as a hidden component of
freeware or shareware programs or
attached to malicious Web sites. Once
installed, spyware can monitor user
activity, gather information about e-mail
addresses, passwords and credit card
numbers in the background, then trans
mit to someone else. Spyware can
include Remote Access Trojans (RAT)
and root kits.

Developed by PCPS with input from consultant Bill Reeb and
members of the PCPS Executive Committee, the white paper sum
marizes the results of the 2004 PCPS Succession Planning survey,
which included nearly 500 CPA firm respondents. It offers practition
ers insight into how other firms handle succession planning and pro
vides an opportunity to benchmark their efforts against their peers.
Here are some of the white paper’s findings:
• Of those who did not have a plan, 50% said that they intended to
start the process soon, while 22% did not see the need for one.
• Nearly one-third (30%) of firms said they had never managed
the issue, 34% were in the process of trying to address it and 8%
admitted that they had done a poor job of managing it in the past.
• Nearly all (92%) sole practitioners do not have a practice contin
uation agreement in place.
continued on page B4
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The 13-page paper also includes a checklist of questions that
firm leaders can ask to determine where they stand in the succes
sion process and what further actions need to be taken, considera
tions for sole practitioners and best practice action steps to corre
spond with four main areas of succession—the succession planning
process, retirement, developing future leaders and managing client
transition.
PCPS’s other succession-planning resources include:
• Succession book with DVD. “Securing the Future: Building a
Succession Plan for Your Firm (No. 090486CPA02),” by Bill
Reeb, includes a DVD containing tools, checklists and expert

2005 Tax Law
Changes Affecting
Individual Returns
The new qualifying child definition is
among the changes that may have a big
impact on 2005 returns, according to the
experts in a recent Tax Talk
Today panel, which covered
tax updates affecting individ
uals in 2005. Tax Talk Today
is a free, live, monthly inter
active Webcast aimed at edu
cating tax professionals on complex con
temporary tax issues.
According to Webcast panelists,
changes to the definition of a qualifying
child can affect five different tax benefits,
including head of household filing status,
dependency exemptions, the child tax
credit, the child and dependent care credit
and the earned income credit. Tax practi
tioners were advised to assist their clients
in examining each benefit to identify
unique differences and requirements
affected by the change.
The Tax Talk Today panel said there
are now four tests to identify a qualifying
child:
• Relationship test. Is the child the tax
payer’s child, sibling or a descendent
of the taxpayer’s child or sibling?
• Residency test. Did the child live with
the taxpayer for more than half of the
tax year?
• Age test. Is the child younger than 19,
or younger than 24 if a student, or per
manently and totally disabled?
• Support test. Did the child provide no
more than half of his or her own sup
port?
The panel advised tax practitioners to
pay close attention to the far-reaching

AICPA
commentary and analysis.
• CPE course. “Succession Planning: Strategies to Protect the
Value of Your Firm” (No. 180321CPA02) adds CPE elements to
Bill Reeb’s book with DVD, making it ideal for on-site group
study and self-study training.
• Webcast series. Three archived Webcasts cover how to prepare a
firm for succession.
More information on PCPS succession planning resources can
be found at:
pcps.aicpa.org/Resources/Succession+Planning/Succession+
Planning4-Product-t-Overview.htm
$2,000 maximum is for both years com
bined. The panel also advised that tax
practitioners stay on the alert regarding
charitable contributions made after Aug.
27, 2005. The taxpayer may elect to treat
most cash contributions made after the
date as qualified contributions, which are
not subject to the 50% of adjusted gross
income limit or the overall limit on item
ized deductions for high income taxpay
ers. Taxpayers can also claim charitable
mileage rates for Hurricane Katrina,
depending on the dates of the charitable
driving: $0.14 per mile before Aug. 25,
2005; $0.29 per mile from Aug. 25, 2005
to Aug. 31, 2005; and $0.34 per mile from
Sept. 1, 2005 through Dec. 31, 2005.
A full transcript of this Webcast, “Get
Ready for Filing Season 2006 (Part 1—
Individuals),” along with a transcript of
the follow-up Webcast, “Get Ready for
Filing Season 2006 (Part 2—Business),”
can be found at:
www.taxtalktoday.tv/index.cfm?pg
name=5.71

impact of this change to the definition of a
qualifying child.
“We’re going to see some head of
household statuses lost this year,” said
David Morley, CPA and president of
Morley & Associates. “You just can’t
assume that what you claimed last year—
that dependent—can be claimed this
year.”
In additional news
regarding Hurricane Katrina
provisions, a new and poten
tially far-reaching deduc
tion—the Exemption Amount
for Taxpayers Housing
Individuals Displaced by Hurricane
Katrina (Form 8914)—is available for
taxpayers who housed for at least 60 con
secutive days individuals who were dis
placed by the hurricane.
This $500 exemption amount is for
up to four individuals for a maximum
total of $2,000 and will be available in
2005 and in 2006, but it can only be
claimed one time per individual, and the

Webcast

Self-Improvement the

Top Resolution

Don't know

Other
9%

Executives were asked,
“If you were to make a

career-related New

Acquire a
new skill
31%

Earn a raise
3%

Year’s resolution, what

would it be?” Their

responses:

Earn a promotion
6%
Make a
career change
7%

Source: Accountemps

Improve relationship
with boss/coworkers
13%

Spend less
time at
work
19%

